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(FOR  BROADCAST  USE  ONLY) 

Subject:     "QUALITY  AND  APPEARANCI  COUNT."    Information  from  the  Bureau  of  Agri- 
cultural Economics.    Publication  available,  Leaflet  6S-L,  "Roadside  Markets". 

— 00O00 — 

I'm  tempted  to  paraphrase  an  old  nursery  jingle  which  you  will  recognize: 

"This  farm  woman  goes  to  market; 
And  this  farm  housewife  stays  home. 
This  rural  seller  has  an  income, 
And  this  poor  lady  has  none." 

A  short  time  ago  I  told  you  about  some  of  the  "farm  women  who  went  to 
market"  to  sell  their  home  produced  wares.    Usually  they  sold  on  curb  or  cooper- 
ative markets  in  towns.    Many  erf  them  made  enough  extra  money  to  buy  necessities 
or  desired  equipment  or  help  with  their  children's  education. 

Today  I  have  in  mind  the  "farm  housewife  who  stays  home"  and  sells  what 
she  can,  either  because  it  is  inconvenient  for  her  to  carry  her  products  to  a 
central  trading  point,  or  perhaps  because  her  surplus  is  not  large  enough  to  war- 
rant the  effort.    This  woman  tries  her  luck  with  a  roadside  stand.     It  may  be  in 
front  of  her  home  if  she  lives  on  a  much  travelled  highway,  or  at  a  little  dis- 
tance from  her  house  if  she  can  get  a  better  location  on  a  main  road.     She  may  run 
such  a  stand  alwne  or  in  cooperation  with  some  of  her  friends  and  neighbors. 
Whether  or  not  this  form  of  selling  brings  in  a  good  extra  income  usually  depends 
on  certain  factors.     The  location  of  the  stand,  the  quality  of  what  she  sells, 
prices  asked,  appearance,  and  steadiness  of  supply  are  some  of  these  factors. 

Extension  workers  have  long  been  interested  in  helping  farm  women  to 
increase  their  cash  income.     They  have  encouraged  selling  home-grown  surpluses 
and  other  home  products  by  the  wayside.     They  also  suggest  how  business  may  be 
retained  and  expanded.     The  Bureau  of  Agricultural  Economics  of  the  U.  S.  Depart- 
ment of  Agriculture  has  p^apared  a  Leaflet  —  Number  68-L,  on  Roadside  Markets, 
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which  nay  he  ohtained  hy  writing  to  the  Department. 

According  to  this  bureau,  the  first  consideration,  once  a  good  location  ha 
"been  found,  is  the  qual i ty  of  what  is  offered  for  sale.    People  who  drive  some 
distance  into  the  country  to  get  fruits,  vegetables,  eggs,  chickens,  flowers,  or 
other  things,  expect  extra  fresh,  extra  attractive-looking  products.    They  feel 
that  "by  buying  at  the  point  of  production  they  have  eliminated  unnecessary  hand- 
ling.    If  the  customer  finds  the  produce  to  be  wilted  or  overripe,  disappointment 
is  inevitable. 

So  one  of  the  rules  in  trying  to  sell  at  a  roadside  stand  is  to  put  only 
the  best  on  sale.    Let  the  family  eat  the  poorer  grade  things  for  the  sake  of  the 
larger  gains  to  be  made  on  the  better  qualities,  or  if  second  grade  products  are 
offered,  call  them  second  grade  and  lower  the  price  accordingly.    There  may  be  a 
satisfactory  demand  for  good  second  grade  products  if  they  are  sold  for  what  they 
are.    For  example,  apples  for  pie  or  sauce  need  not  be  as  large  or  as  handsome  as 
those  that  are  bought  for  eating  in  the  hand  or  decorating  the  sideboard. 

Women  who  belong  to  a  curb  market  association  have  the  advantage  of  compar 
ing  the  quality  of  what  they  have  to  sell  with  that  of  the  women  at  nearby  stalls 
Also,  extension  workers  who  advise  in  the  management  of  such  markets  often  help 
set  up  general  quality  standards  which  must  be  followed  by  members.     In  some 
States  there  is  an  effort  to  regulate  roadside  stands  by  forming  associations 
among  the  operators,  or  by  a  State  marketing  board.     In  these  cases  those  who  con 
form  to  required  quality  standards  are  permitted  to  rent  and  use  the  association 
sign,  which  is  known  to  motorists.     In  one  or  two  States  there  is  also  an  inspec- 
tion service  which  helps  maintain  quality  standards  and  prevent  sharp  practices. 

Fair  and  satisfactory  prices  must  be  established.     Customers  usually  hope 
to  buy  at  cash-and-carry  prices,  since  they  are  furnishing  the  delivery,  but  many 
of  them  are  evidently  willing  to  pay  higher  prices  to  get  the  kind  of  products 
they  want.     It's  usually  safe  to  ask  about  the  same  aa  retail  prices  for  similar 
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articles  of  equal  quality.     Carefully  selected  fruits,  vegetables,  eggs,  take  time 
to  pack  and  display  and  so  should  bring  a  better  return  for  the  farm  woman's  time 
than  unsorted  products  sold  in  bulk  by  the  farmer  through  market  middlemen. 

The  appearance  of  the  stand  and  of  the  individual  products  influences  the 
customer's  willingness  to  pay  better- than-usual  prices,  and  to  come  back  for  more 
of  the  same.    Everything  may  be  plain  and  simple,  but  cleanliness  and  neatness  are 
important.    Grass  and  shade  are  expected  in  country  surroundings,  and  the  products 
keep  better  and  look  more  attractive  if  protected  from  dust,  flies,  and  handling. 
With  a  little  experience  market  owners  often  learn  to  make  attractive  and  striking 
displays. 

Containers  should  be  of  a  size  commonly  used  in  retail  selling.    They  should 
De  carefully  and  honestly  packed  so  as  to  give  correct  measure  or  eight,  and  keep 
fruits  and  vegetables  in  good  condition,  both  on  the  stand  and  while  traveling  to 
the  customer's  home.     The  customer  who  finds  the  same  quality  berries  or  cherries 
all  the  way  through  to  the  bottom  of  a  till  basket  is  more  likely  to  return  than 
the  one  who  gets  only  one  layer  -  that  which  shows  -  of  high  quality  fruit  and  the 
remainder  of  inferior  grade. 

Repeat  orders  are  the  backbone  of  any  roadside  business.    A  fairly  steady 
supply  throughout  the  season  of  the  chief  products  offered  for  sale  helps  to  build 
up  a  reputation,  encourages  repeat  orders  and  prevents  customer  disappointment. 

The  average  motorist  doesn't  want  to  wait  for  attention.     If  he  doesn't 

get  it  promptly  he  drives  on.     On  week-ends  and  at  hours  when  suburban  business 

people  are  on  their  way  home,  it  is  well  to  have  plenty  of  alert  courteous  help 

from  other  members  of  the  family  or  neighbors. 

Whether  or  not  a  building  is  necessary  depends  on  the  amount  of  trade  and 
the  steadiness  of  the  supply  that  will  be  offered  for  sale.    Even  for  a  sales  table 
it  is  desirable  to  have  some  protection  from  the  weather  and  a  seat  for  the  atten- 
dant.   The  stand  must  be  so  located  that  customers  will  not  need  to  park  on  the 
highway.     Simple  signs  calling  attention  to  the  stand  should  be  conspicuously 
placed  several  hundred  feet  on  either  side  of  it.     Some  States  or  localities  have 
regulations  regarding  signs  —  of  course  they  must  be  observed. 


